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Some articles have already been reprinted (indicated by asterisk). 
For others, ID can send tearsheets or have copies made. 


IDEAS FOR MANAGEMENT 


OUTLOOK 1968: aude SIXTIES” IN FOR A 
GARRISON FINIS 
Suppliers expect a yi year oe " @datributor sales although politics 


rather than economics may be the key to business moves. 


THEY BUILD SALES PROS IN TWO YEARS ep 
Two profitable firms explain the development behind their oxsnates 
training programs. 


SCOPR CLIMBS EXECUTIVE LADDER TO 
DATA-PHONE SALES . 
Harry Lee & Sons, Chicago, thinks it knows why the Data-Phone is 
criticized and has avoided many D-P pitfalls by ‘‘selling it the right 
way’’—to top management. 


WAS HARVARD WORTH IT? “YES,” SAYS NIDA-SIDA CLASS 


In simulated reunion, 52 members of 1958 Harvard Business School 
class, sponsored by NIDA-SIDA, reminisce on the experience and 
reveal where they stand today. 


EDUCATING THE CUSTOMER: DISTRIBUTOR’S 

THIRD DIMENSION 

Products and service have long been indestey cornerstones, but chengiog 
technology is forcing distributors to add a new dimension: user 
education, Here’s how two turned teacher. 


SELLING UNCLE SAM—IiIS IT WORTH IT? 

Here are the pros and cons, with a study of two industrial distri- 
butors who consider Uncle Sam their best customer. 

FULTON’S PROFIT-SHARING PLAN POINTS UP PERFORMANCE 


This Atlanta distributor has established a profit-sharing program which 
lets all inside men share in the results of good performance—profits. 


NIDA-SIDA HITS CAMPAIGN TRAIL FOR 
BETTER MIDDLE MANAGEMENT 


Supervisory development seminars provide instehe on how to improve 


Oranager’s role. 


“THIS IS SANDY O'TOOLE OF FAST/CUT CALLING. . .’’. 


PASCO experiment in Los Angeles proves low volume accounts can be 
profitable. Low cost phone operation shows when dollar value per 
line of billing cannot be increased, something can be done about 
gross margin or cost of doing business per line of billing. 


BAILEY WHEELS INTO BIG TIME, WITH PRECISION’S HELP 


The closeness of manufacturer-distributor relations have often been 
viewed with some skepticism. Here’s a case where they're really 
close—a testimonial to one distributor’s potential. 


IDEAS FOR SALESMEN 


SWAP SELLING FOR OWNING? YOU'LL NEED MONEY, GUTS 
Two young men have realized the goal that many distributor salesmen 
hold in common. They bought a business. 

FROM CAR TRUNK TO OPEN HOUSE: KRIVO COMES OF AGE 


Starting out in ‘54, Chicago distributor Al Krivo operated from the 
trunk of his car with no product lines, no customers, and an idea 
about customer service. 


PROBLEM FOR SALESMEN: COMBATING THE 
CANTANKEROUS BUYER 


How to handle an irascible buyer who's 
provided he'll listen to the facts, 


capable of greater potential— 


GENERAL 


STRELINGER ADS GO BIG TIME 

Capitalizing on new advertising opportunities serves as the hallmark 
of this Detroit firm's creative media purchases. 

SLOW READING'S UNPROFITABLE—CAN YOU AFFORD IT? 
Chicago distributor, Roy Pedersen, explains how to get the most 
out of reading in the least time available. 

AUTOMATED WAREHOUSING PUTS Ti ON TRACK 

TO TOTAL EFFICIENCY 


90% of the items stocked by TI Supply, Dallas, are now agrees by 
dial-controlled conveyor in a d 
100% efficiency at 40% less cost. 


NATIONAL TWIST TAKES FIVE 
This Roch ve-digit coding for 


Mich. 4 
all catalog items, tying in with NIDA-SIDA’s &... standard number- 
ing system. 





sfact 4 








January 41 


January 52 


February 41 


February 45 


Mareh 51 


.- April 41 


.. April 63 


June 57 


.. June 61 


January 49 


Mareh 49 


TIS WAVE HITS ATLANTIC CITY; LEADERS SHARE SPOTLIGHT 


a preview of the program for the annual Triple Supply 
expected to draw over 2,700 attendance. 


Here’s 
Conyention, 
IDEAS AND INNOVATION—YOUR KEY COMMODITIES 


BSA president Claude Middleton speaks out on value-added. 


BEARING SPECIALISTS STRESS MANAGEMENT TRENDS 


Modern methods in planning to 
handling of finances and credit 
BSA second annual convention 


investment and 
of experts at 


improve return on 
discussed by panels 
in Ft. Lauderdale. 


PTDA FOCUSES ON EMPLOYEE MOTIVATION 


St. Louis mid-year meeting devoted to techniques for motivating em- 
ployees, which begins with well-defined job responsibilities. 


SPECIAL REPORTS 


*BUSINESS AND THE URBAN CRISIS 
McGraw-Hill special report outlines why and how businessmen should 
assume leadership in solving critical problems of unemployment, 
housing and education in U.S. cities. 


*22nd ANNUAL SURVEY: 
$12.2 BILLION IN ‘67 
Where were the gains made in ‘67, and what’s predicted for 
roundup of distributor operating results, with breakdowns by 
and type of firm has the answers. 


DISTRIBUTORS RING UP 


"68? ID's 
region 


*DISTRIBUTION’S SAM FEVER—HEALTHY ROAD 
TO SURVIVAL? 


and competitive strategies coupled with perennial op- 
erating problems have made expansion by Sale, Acquisition or Merger 
(SAM) a main route to distributor survival. Special 32-page fact 
file, with seven cases, shows why every supply firm must consider 
growing by acquiring. 


New marketing 


THE ID CASEBOOK 


New ideas from 27 firms to help you boost sales, improve methods, 
reduce costs—for management, operating and sales personnel. 


Januavy 


TECHNICAL TRENDS 


Regular feature designed to keep you aware of technological develop- 
ments in research, design, materials, and processes. 


January 


WAREHOUSING 


Special series of articles by Harry Stocker, 
sultant, explains newest advances in 
equipment. 


Are you wasting space? 

How to put zip in your order- picking 
How to store small items efficiently 
Is your shipping area a bottleneck? 


materials handling con- 
warehousing procedures and 


EDITORIALS 


Watch that first step—it’s a beaut 
“tf | had my druthers’’ 
Obviously it’s obvious—and true 
Dream or nightmare? 
“Simple, you assemble 
It pays to get involved 


it’? 
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viewed with some skepticism. Here’s a case where they're really 
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TIS WAVE HITS ATLANTIC CITY; LEADERS SHARE SPOTLIGHT 


a preview of the program for the annual Triple Supply 
expected to draw over 2,700 attendance. 


Here’s 
Conyention, 
IDEAS AND INNOVATION—YOUR KEY COMMODITIES 


BSA president Claude Middleton speaks out on value-added. 


BEARING SPECIALISTS STRESS MANAGEMENT TRENDS 


Modern methods in planning to 
handling of finances and credit 
BSA second annual convention 


investment and 
of experts at 


improve return on 
discussed by panels 
in Ft. Lauderdale. 


PTDA FOCUSES ON EMPLOYEE MOTIVATION 


St. Louis mid-year meeting devoted to techniques for motivating em- 
ployees, which begins with well-defined job responsibilities. 


SPECIAL REPORTS 


*BUSINESS AND THE URBAN CRISIS 
McGraw-Hill special report outlines why and how businessmen should 
assume leadership in solving critical problems of unemployment, 
housing and education in U.S. cities. 


*22nd ANNUAL SURVEY: 
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Where were the gains made in ‘67, and what’s predicted for 
roundup of distributor operating results, with breakdowns by 
and type of firm has the answers. 


DISTRIBUTORS RING UP 
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(SAM) a main route to distributor survival. Special 32-page fact 
file, with seven cases, shows why every supply firm must consider 
growing by acquiring. 


New marketing 
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New ideas from 27 firms to help you boost sales, improve methods, 
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Januavy 


TECHNICAL TRENDS 


Regular feature designed to keep you aware of technological develop- 
ments in research, design, materials, and processes. 


January 
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Special series of articles by Harry Stocker, 
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SPECIAL REPORTS 


INDUSTRIAL DISTRIBUTION TAKES ON NEW DIMENSIONS 

IN INDUSTRY GROWTH ...... eee ecccccccceccees August 41 
Specialization assumes leading role “in getting products to ‘industrial 

users, new ID Distributor Census shows. 


*DYNAMICS OF DISTRIBUTOR SALESMEN ...............+.-..-September 33 
ID survey reveals major trends and problems distributor salesmen face, 

as well as an insight into their current thinking and attitudes toward 

their jobs. 


PROFILE OF YOUR FIVE BIGGEST MARKETS ............ ++ee+-November 37 

Special 32-page report focuses on the five key industries challenging the 

skills and intelligence of distributors—metalworking/machinery, chemicals, 

food/beverage, utilities and institutions, and contract construction. 
Industry-by-industry sections include definition of size and scope of 

the market; an examination of the needs expressed by key buying 

influences; and a view of how successful distributor salesmen operate 

within each particular market. 


TRANSPORTATION: HOW TO GROUND RISING COSTS .......... December 41 
Detailed rate charts, freight-bill audits, pool units, air freight, pallets 

and containers are only some of the solutions to mounting distributor 

problem: how to brake soaring shipping costs while improving customer 

delivery service, 


IDEAS FOR MANAGEMENT 


UNION SUPPLY ORGANIZES FOR BETTER MANAGEMENT ..........July 41 
Seeing profits slide from apex to red ink, Union Supply executives 

launched a drive for sales and cost analysis; cost cutting; and 
re-evaluating lines and objectives, with emphasis on by-line selling. 

These approaches have made the Denver firm a growing $7-million 

operation. 


BRANCH AUTONOMY—“THEY STAND ON THEIR 

OWN TWO FEET” .nccccscccccccccccccceccccscees o+eee- August 50 
Dick Morgan, chairman "and president of Globe Machinery ‘& Supply, 

Des Moines, explains the thinking behind independent operations of his 

firm’s five branches. 


RONCO RIDES OUT OF ITS BARN ABACK 

BOOMING FLUID POWER SALES ........ccceccccecccceccnces ...September 46 
This Pennsylvania firm combined hard work, progressive ideas and luck 

into a growth record that has made it one of the country’s fastest- 

growing pneumatics-hydraulics specialists. 


SOMETHING SPECIAL’S GOING ON AT BOSSERT 

For president Earl N. Bossert, combining specialist and general “line 
was a dream come alive. He believes his firm’s method of divisional- 
ization spells the difference between order-taking and ‘introducing 
products.’’ 


MecNEAL TOOL PANS FOR GOLD IN IOWA QUALITY CONTROL...September 55 

Cedar Rapids cutting tool and gage distributor has reaped profits by 

fielding problem-solving ideas and applications in quality control and 

production. 

“YOU CAN’T AFFORD TO STAND STILL IN THIS BUSINESS’ ....October 38 
- declares J. M. Bruening, Bearings, Inc., who credits growth of. 

his 110-branch empire to internal sources. 


BEING ACQUIRED BRINGS Bearing Sales TO NEW HIGHS.. --.-October 40 
in sales and profits, operational i and ploy morale. 

Here's what’s happened at the Pacific-Northwest bearing firm since 

Bearings, Inc. took over to make it part of a national chain. 





DOES IT PAY TO SERVE ONLY ONE MARKET ........... ccccce November 142 
Yes, says management at Foundry Engineering & Supply, Cedar 

Rapids, Iowa, distributor firm which specializes in meeting needs of 

one type of industrial plant—foundries. 


SALES, RO! VIEWPOINTS CAN CLASH 

OVER INVENTORY INVESTMENT 

Return on invested capital may be true gage of m: gement’s skill, 
but shaving stocks to increase turnover isn’t the only answer. 


MANAGEMENT TOOLS 


WHY AND HOW WE WENT COMPUTER. ..........cccccceeee sovccesee duly 46 
To cut costs while providing fast service in a competitito market this 

Alabema steel service center computerized its paper processing, as 

reported in a by-lined article by Thomas Leopard, controller, O’Neal 

Steel Inc., Birmingham. 


1S YOUR INVENTORY PAYING OFF? 
Inventory and turnover play key roles in determining line profitability, 
3M Co.’s gross trading margin shows. 


OHIO PIPE SHEDS ITS INVENTORY PROBLEMS— 

WITH “COINS” 

The decision to use a computer to streamline its inventory operation 
led this Cleveland distributor to—‘‘Computer Oriented INventory 
System’’—a plan which has solved stockout and overstock situations and 
improved services. 


--Octoder 33 


December 1968 


DATA-PHONE/CHICAGO; THE PURCHASING REVOLUTION 

THAT WAGI'T nccccccccccccccccccccccccccccoceccccccccscoccccccccecOCNer 45 
Now, after four years, Data-Phone in the Windy City is recognized 

as just another communications instrument which has made distributors 

and their customers aware of p it and p jon costs. Here 

are the pros and cons, 





GENERAL 


THE CHAIRMAN’S A LADY oecccccccccccvcccccccccsccseccccccscscsecsduly 50 
When her husband, Marine Specialty & Supply President Francis 

Viola, died suddenly, Bea Viola found herself going from “‘inactive 

observer’’ knowing little about distribution to president and board 
chairwoman of New Orleans general line firm. 


IT’S TIME WE SPOKE UPI ....ccccccccccccccccccccccsecccscccccccessduly 78 
PTDA president Ken Adam, Adam-Hill Co., South San Francisco, 

outlines the urgent need for industrial distributors to become more 

involved in community activities. 


FTC FROWNS ON HIGHER DISCOUNTS 

FOR “STOCKING DISTRIBUTORS” ..0...ccccccccccccccecccecccceess August 57 
Competing ‘‘non-stocking’’ dealers should get the same treatment as 
warehousing distributors, the Federal Trade Commission advises 


manufact' 


ASMMA-ST. LOUIS CONFERENCE SPOTLIGHTS 

FUTURE SALES ROLES ......cccccccccccccccccccccccccccsccesccses October Of 
612 distributors and manufacturers met in panel sessions to discuss 

future salesman’s role, why’s and how's of systems selling, and the 

steps to successful sales motivation. 


PTDA NEW ORLEANS BELTS OUT 

NEW GUIDELINES FOR SURVIVAL ......ccccccccccccccccscecess Movember 186 
Emphasis on national economy, distributor problems and management 
responsibilities highlights 9th arnual convention. 


“1D RATHER WORK FOR A SMALLER COMPANY” . 

That’s how 34-year-old Casey Jones, sales manager at Stanco Co., 
Dallas, feels after eight years in distribution. Here’s why he changed 
jobs and how he meets management responsibilities at this $2-3 million 
general line firm. 


NEVER UNDERESTIMATE THE (SALES) POWER OF A WOMAN December 54 
- + » especially if she’s Marlene Haws, 23-year-old ‘“‘model”’ outside 
salesman for American Bearings, Inc., Oakland, Calif. 





EDITORIALS 


Where’ve 1 heard that before? ......ccccccccccccccecsccccccenceececceseduly 39 


How old are you? ....... coecees+-August 39 
September 31 


“You know what | mean’’.......sceeses .- October 3! 


“Vm sick and tired of . . .” .... 
History: launching pad to the future . 


CASEBOOK OF NEW IDEAS 


Innovations from distributor firms to help management, operating and 
sales ds, reduce costs, and boost profits. 
July— Using helicopter for delivery; storing pipe remnants; adding 
impact to show booth; conference phone calls scvccccescocs OO 
Aug.—Offsetting printing costs with your own print shop; Bermuda 
holiday for 600 customers; ‘‘Mini/Maxi” inventory ... ccsoceces 08 
Sept.—Vest-pocket radios speed customer service; bearing specialist 
sets up program to recognize inside men ° 
Nov.—Bearing chart for customer plants; “mini-catalog” business. 
cards; computerized inventory control cccccccce sevseeeellB 





NEW IDEAS IN MARKETING 


Innovations from manufacturer liers to help industrial distributors 
stock, merchandise and sell their products in profit-building programs. 
July— Federal-Mogul broadens O-ring distribution; Shakeproof shakes 
loose new packaging; Faultless council meets 
Aug.— Dresser builds distributor ‘‘cadres’” with new training pro- 
gram; American Chain film dramatizes safety rules 
Sept.—Warner Electric’s packaged products; Swan Rubber’s tech 
servicemen; Dodge integrates Reliance marketing strategies... 
Oct.— Schramm extends distributor A-V training to prospects; EY&T 
offers new P.R.; Allegheny-Ludlum cuts order time .......-esseee0+-I16 
Nov.— Fafnir redesigns packaging for new — ge identity ; 
Imperial- Eastman offers rotating display rack 
Dee.— T Kenly red log 








WAREHOUSING 


How to select equipment to meet your needs ..... ccccccccccceccocccccco cS SS 
Pallets: key to racking up dollar and space savings .. ° 

Why waste your money? eeerccccccccccccees 

Flow of materials dictates GOSIGM cn ccsccccscccsces eons 

How to Improve management control 

Consultants: who noods "OM? ........ccceceeeeeee 





